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Abstract
Purpose – Although both institutional export assistance and entrepreneurial orientation (EO) contribute
separately and positively to export performance, the interplay between them has received little attention. This
study examines the role of international EO in deriving performance benefits from governmental and
nongovernmental export assistance.
Design/methodology/approach – In this longitudinal study, two surveys were administered at two
different times: In 2011, 705 Bangladeshi apparel exporters were surveyed, and in 2019, a subsequent survey of
198 firms inmultiple industries was conducted. The aim of the surveyswas to assess the relationships between
governmental and nongovernmental assistance, EO and export performance.
Findings – The results of the first survey show that, while nongovernmental assistance influences
performance directly and via EO, governmental assistance has only direct effects. Furthermore, the negative
influence of government assistance on EO reduces the total effects and renders them nonsignificant. The
results of the second survey demonstrate that government EPPs have both direct and indirect positive and
significant effects on market performance, indicating a partial mediation, whereas quasi-governmental
assistance has positive and significant direct effects as well as negative but nonsignificant indirect effects.
Nongovernmental EPPs have both direct and indirect significant effects on international performance,
indicating a partial mediation.
Research limitations/implications – The study has important implications for researchers studying
export assistance and its impact on firm performance. Instead of adopting a parochial view of government
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nongovernment. Furthermore, this study bridges the export assistance and international entrepreneurship
literature by including EO.
Practical implications – Entrepreneurs must emphasize the use of government assistance in order to
enhance export performance. However, to promote both entrepreneurship and performance, they must
emphasize nongovernment assistance. Exporters should also capitalize on the assistance extended by various
quasi-governmental agencies to bolster export performance.
Originality/value – Given the performance advantage of export assistance, this study highlights the
contribution of the private sector in promoting export entrepreneurship while shedding light on the pernicious
role of (quasi-)governmental assistance in export entrepreneurship.
Keywords Export assistance, International entrepreneurial orientation, Export performance
Paper type Research paper
Introduction
The development of export marketing remains a key challenge for both the private and public
sectors. The basic tenet is that exporting is an entrepreneurial act (Ibeh and Young, 2001), so
export promotion programs (EPPs) conducted by governmental, quasi-governmental and
nongovernmental entities must be strongly linked to export entrepreneurship. Consequently,
governments design public policies to enable firms to succeed in international markets.
National institutional policies influence the incentives and opportunities for which firms
innovate and adapt to dynamic environments, with important implications for strategy and
entrepreneurship (Holmes et al., 2016). Although scholars acknowledge that national EPPs can
be instrumental in enhancing entrepreneurial capabilities (Cavusgil and Yeoh, 1994; Leonidou
et al., 2015), researchers have ignored this perspective in favor of a parochial focus on the
performance implications of EPPs. Likewise, scholars from the export entrepreneurship field
have maintained a safe distance from the export assistance literature by focusing exclusively
on performance outcomes, despite the complementary nature of these two streams of literature
(Faroque and Takahashi, 2012a). Accordingly, this research presents a conceptual framework
connecting (international) entrepreneurship literaturewith export assistance. It also addresses
the fundamental question of whether export support-related policies can influence export
entrepreneurship to achieve export success.
Research interests are skewed toward the assistance provided by governmental agencies,
despite the prevalence of quasi-national and private institutions (Clayton et al., 2018). This
insular focus on EPPs has limited our understanding of the relationship between export
assistance and performance (Catanzaro et al., 2019; Faroque and Takahashi, 2015; Geldres-
Weiss and Monreal-Perez, 2018; Singer and Czinkota, 1994; Wilkinson and Brouthers, 2006).
While quasi-government hybrid organizations such as trade and exporters’ associations offer
a great promise of “greater effectiveness” and “businesslike” functions (Koppell, 2006),
private export service organizations such as banks and insurance companies play an active
and complementary role in export promotion (Seringhaus and Rosson, 1990). This study
contributes to the call for a holistic investigation of the relationship between export
assistance, export entrepreneurship and performance across the three aforementioned sets of
institutions.
Most prior studies on export assistance that assumed a direct relationship between
government EPPs and export performance contribute and lead to misleading policy
recommendations. Therefore, a simultaneous analysis of the direct, indirect and total effects
of the three types of export assistancewould generate additional insights and help explain the
equivocal findings of previous studies (Lages and Montgomery, 2005). Those studies that
reported an indirect relationship between EPPs and performance have relied on market
knowledge, export commitment, network relationships, pricing strategy, market
attractiveness and some other general strategy variables (Faroque and Takahashi, 2012a;
Haddoud et al., 2017; Lages and Montgomery, 2005; Leonidou et al., 2011; Shamsuddoha and
Ali, 2006; Sharma et al., 2018). Given that both internal firm capabilities and external
IMR
resources affect performance, examining the effects of either internal capabilities or external
resources alone is unlikely to provide a holistic view. Moreover, the impact of the
abovementioned factors on firm performance, investigated in previous studies, is not attained
automatically if no entrepreneurial strategy is in place. Firms must thus have an
entrepreneurial orientation (EO) that combines proactive, innovative and risk-taking
postures to reap all possible benefits from export assistance. International EO is therefore
a better surrogate mediator in the export assistance–export performance relationship than
this array of firm-related factors. Consequently, this study investigates the mediating role of
international EO – the most widely used firm-level measure of entrepreneurship in an
international context – in the relationship between EPPs provided by governmental, quasi-
governmental and nongovernmental agencies and export performance.
The proposed mediating role of international EO was tested using two surveys
administered in 2011 and 2019. In the first survey, sample firms were drawn from the apparel
exporting industry of Bangladesh, an emerging country in South Asia. This focus is
important given the underrepresentation of emerging countries in earlier studies (Broocks
and Van Biesebroeck, 2017; Haddoud et al., 2017). Bangladesh is currently the second-largest
apparel exporting country in the world, following China. Thus, data from Bangladesh
comprise a contextual contribution to the limited evidence available on the exporting
behavior and assistance requirements of managers in South Asian firms. The results of the
first survey [conducted in 2011] demonstrated that the three types of EPPs directly impact
both financial and product-market performance, but only nongovernment EPPs positively
impact international EO. We found that the nexus between international EO and financial
and product-market performance is also positively significant.
In the second survey, conducted in 2019, sample firms were drawn from multiple
industries. The second survey was administered mainly for two reasons: first, to enhance the
generalizability of the findings of the first survey by assessing in a multi-industry setting;
second, to further explore the counterintuitive finding that governmental/quasi-
governmental export assistance does not affect international EO. The two rounds of data
collection (2011 and 2019) thus provide unique insights into the dark side of export assistance,
especially from governmental/quasi-governmental providers. The counterintuitive and
deleterious impacts of government/quasi-government assistance on export performance
through EO (in the first survey) encouraged us to search for secondary sources (e.g. published
articles, newspapers and agency reports) and we found evidence on the clientelistic role of
quasi-national assistance providers. Finally, we conducted a second round of data collection,
using three separate providers of assistance to isolate the effects of each of the three types of
providers. The results of the second survey demonstrated that the nexus between EPPs from
the three providers and market performance is positive, which confirmed the findings of the
first survey. Furthermore, our results show that while governmental and nongovernmental
EPPs positively affect international EO, quasi-governmental EPPs negatively impact
international EO.
This study makes two significant contributions to the literature. First, it integrates export
assistance–export performance literature with international entrepreneurship (IE) using EO
as a theoretical lens. This elucidates the process through which EPPs enhance performance,
providing a better understanding of the “black box” between resources and performance. As
our understanding of this process is limited, the mere possession of resources cannot
guarantee a performance advantage (Miao et al., 2017). In essence, this study highlights the
importance of export entrepreneurship in achieving the performance benefits of EPPs.
Second, this study adopted a more nuanced approach and differentiated between
governmental, quasi-governmental and non-national EPPs, which were found to produce
differing outcomes with respect to export performance and international EO. Finally, this





corrupt practices and power politics of quasi-government exporters’ associations in those
developing nations that are making strides in the world export market.
Conceptual development and hypotheses
EPPs and export performance
International entrepreneurial firms in emerging economies endeavor to compensate for
resource constraints by developing and bolstering relationships with various governmental,
quasi-governmental and nongovernmental entities (Hitt et al., 2000; Karabag and Berggren,
2014; Sim and Ali, 1998). Specifically, these firms endeavor to build firm-specific internal
resources and entrepreneurial capabilities while simultaneously capitalizing on external
resources provided by the three types of agencies (Freeman et al., 2006; Vasilchenko and
Morrish, 2011).
External networks can be partnership- or sponsorship-based (Lee et al., 2001). Sponsorship-
based linkages refer to unilateral relationships (with governmental and quasi-governmental
agencies, e.g. nonprofit exporters’ associations) where the sponsor commits unilateral
support to the firm without expecting/obtaining any explicit rewards in return (Yeoh, 2009).
Government-sponsored export assistance, which is provided through various governmental
agencies, is designed to (1) create awareness about exporting as an option for growth
and market expansion; (2) reduce or remove barriers to exporting; and (3) provide financial
and nonfinancial incentives and assistance to potential and existing exporters (Karabag and
Berggren, 2014; Seringhaus and Rosson, 1990). In Bangladesh, the context of this study, these
agencies include the Ministry of Commerce, the Export Promotion Bureau, government-
owned insurance companies, the Central Bank and six government commercial banks.
Conversely, partnership-based linkages denote cooperative bilateral relationships in which
partners exchange resources and maintain long-term ties (Yeoh, 2009). Exporters, for
instance, rely on various network partners for necessary resources that facilitate export
activities, such as bank loans, export-risk-hedging instruments and information about export
markets. Nongovernmental/private organizations also play a pivotal role in export promotion
by providing exporters with various types of export assistance. However, their role is
complementary (Seringhaus and Rosson, 1990) because private organizations are profit-
oriented and exist on reciprocity whereas the export promotion services of government
institutions are unrequitable. Export service organizations, such as banks and insurance
companies, actively promote the industry by offering export assistance, such as below-
market interest rates and special insurance schemes for exporters. These actions help
exporters reduce operational costs for export management activities. The export-related
services provided by export trading companies include combining all marketing activities,
which is related not only to searching for foreign buyers, order collecting and media for the
manufacturers, but also to placing orders with suitable manufacturing factories and
providing technical and communicational support to buyers and manufacturers (www.
textiletoday.com.bd). These trading houses typically possess strong market knowledge and
particular competences; their assistance is valued by suppliers and buyers alike (Peng and
York, 2001; Rosson and Ford, 1982).
In this study, both sponsorship-based (unilateral: government/quasi-government) and
partnership-based (bilateral: bank, insurance companies, export trading firms, etc.) sources
are included as EPP providers due to their significant but distinctive roles in export
entrepreneurship and performance. Although previous studies have investigated the effect of
export assistance on performance, it is requisite for this study to put forth hypotheses linking
export assistance to firm performance to develop the conceptual model of the study.
Nevertheless, deviating from prior studies that explored the impact of export assistance on
performance by lumping together both governmental export assistance and
IMR
nongovernmental assistance (e.g. Sousa and Bradley, 2009), which reported mixed findings,
this study adopts a nuanced approach, examining the individual effects of governmental/
quasi-governmental and nongovernmental export assistance on performance.
Export assistance programs may improve exporters’ financial and nonfinancial
performance in multiple ways (Ali and Shamsuddoha, 2014; Karabag and Berggren, 2014;
Leonidou et al., 2011). First, the three types of agencies provide export-oriented firms with
crucial informational resources via diverse types of information about foreign market
structure, competitors’ strategy, consumer behavior, etc. (Lages and Montgomery, 2005;
Leonidou et al., 2011). Informational assistance includes information relating to foreignmarket
opportunities and threats, as well as trade mobility programs, such as assistance in
participating in trade shows and seeking support from trade offices abroad (Francis and
Collins-Dodd, 2004; Lages and Montgomery, 2005; Leonidou et al., 2011). It also includes
organizing overseas trade missions and trade fairs, helping in establishing contacts with
foreign buyers, and providing information about export markets and market trends.
Informational assistance ameliorates any information asymmetry between potential exporters
and foreign markets, helping the focal firm to strategize efficaciously for the market selection
and marketing mix. This positively affects firm performance in the international market
(Francis and Collins-Dodd, 2004; Leonidou et al., 2011). For instance, specific information
concerning customer expectations enables exporters to effectively develop a marketing mix
adaptation strategy. Information concerning customer behavior also enables firms to design
an effective product and pricing strategy that promotes customer satisfaction and loyalty,
positively affecting sales revenue (Lages and Montgomery, 2005; Leonidou et al., 2011).
Second, the export assistance provided by various governmental/quasi-governmental and
nongovernmental agencies helps exporters identify and foster relational resources with
diverse types of stakeholders, such as foreign importers and distributors in importing
countries. More specifically, such assistance helps exporters find compatible foreign partners,
such as distributors, assisting them in mitigating the transaction costs associated with
exporting activities (Francis and Collins-Dodd, 2004; Leonidou et al., 2011). Consequently,
these firms can attain cost-competitive advantages in foreign markets, thereby shoring up
their profitability (Lages and Montgomery, 2005; Leonidou et al., 2011). Third, export
assistance programs enable exporters to access financial resources in the form of export loans,
export credit guarantees, subsidies, insurance and other arrangements,which help themcover
financial risks (Catanzaro et al., 2019). Governmental financial assistance is often provided via
comprehensive guarantee insurance facilities through export credit guarantee schemes, duty
drawback schemes, income tax rebates on export earnings, or the duty-free import of raw
materials and machinery (Ahmed and Brennan, 2019). This helps exporters reduce the costs
associated with export marketing activities, positively affecting their performance.
It should be noted that financial resources are predominantly provided by various
governmental and quasi-governmental entities rather than nongovernmental ones. The latter
type of entity provides comparatively less export assistance (in the form of informational and
relational resources) due to their partnership-based and informal relationships, in which
market knowledge is shared as a social process (Uzzi and Lancaster, 2003). Nevertheless, we
propound that nongovernmental assistance also has a positive impact on the performance of
exporters. This is expected to happen chiefly because export performance hinges primarily
on the acquisition and utilization of germane information pertaining to diverse market-based
agents and actors such as customers, distributors and competitors (Lafferty and Hult, 2001;
Lengler et al., 2013). Compared to financial support in the form of visible resources (Cooper
et al., 1994), relational resources play a more crucial role in shaping both current and future
export performance (Zhang and Fung, 2006). In sum, we expect a positive effect of non-






H1a. The use of EPPs provided by governmental/quasi-governmental agencies has a
positive effect on a firm’s (a) financial and (b) product-market export performance.
H1b. The use of EPPs provided by nongovernmental entities has a positive effect on a
firm’s (a) financial and (b) product-market export performance.
EPPs and international EO
EO as firm-level entrepreneurship, characterized by firms’ innovative, proactive and risk-
taking behavior (i.e. part of corporate entrepreneurship: Ireland et al., 2009), has emerged in
the entrepreneurship literature (Covin et al., 2006) as an alternative to individual- and group-
level analyses. International EO (Knight and Cavusgil, 2004) is a subcategory of the general
EO concept with an additional “international” emphasis (Covin and Miller, 2014). This
concept is widely accepted and integrated in IE as “a combination of innovative, proactive
and risk-seeking behavior that crosses national borders and is intended to create value in
organizations” (McDougall and Oviatt, 2000, p. 903).
In general, exporters based in emerging economies face challenges such as a lack of
financial and informational resources and an aversion to risk-taking (Freeman et al., 2006).
However, in today’s competitive marketspace, firms do not necessarily need to own assets
(Al-Aali and Teece, 2014); they can instead overcome these challenges by mobilizing and
orchestrating resources from external sources such as various governmental, quasi-
governmental and nongovernmental agencies (Freeman et al., 1983; Oviatt and
McDougall, 1994).
Information acquisition is “the most important element of market information processing
because without it there is no opportunity for the firm to keep abreast of its customer and
competitor environments” (Sinkula et al., 1997, p. 308). The market-based information
extended by the three types of entities mentioned above provides the basis for shared values
and beliefs in firms, determines norms of behavior, and helps employees better understand
their environment and organization (Harmancioglu et al., 2010). This allows firms to respond
to environmental changes proactively by providing innovative solutions with sufficient risk-
taking (Putniņs and Sauka, 2020). The market information firms acquire from external
parties helps them identify future trends, latent customer needs, and emerging business
opportunities that they can incorporate into their strategic stance (Cao et al., 2006; Collins and
Clark, 2003) and market development process. Events such as trade shows organized by
governmental and nongovernmental agencies help exporters find compatible foreign
partners and develop relationshipswith awide array of pertinent actors and agents in foreign
markets (Haddoud et al., 2017). That is to say, the three types of support help exporters build
and bolster relational assets. The export marketing assistance provided by such diverse
entities thus facilitates market knowledge gathering, encourages risk-taking and proactive
opportunity-seeking behavior in foreign market involvement, stimulates firms’ interest in
and commitment to exporting, and serves as an external resource for building the knowledge
and experience vital for foreign market entry (Seringhaus, 1986). This suggests a direct link
between export marketing assistance and exporters’ innovative, proactive and risk-taking
behavior.
Government- and quasi-government-supported and -sponsored informational (e.g.
seminars and published reports) as well as experiential programs (e.g. trade fairs and
trademissions) may broaden exporters’ knowledge of specificmarkets, buyers’ specific needs
and competitors’ strategies. This in turn helps managers proactively exploit anticipated
changes in export markets by meeting emerging market demands (Acosta et al., 2018; Kim
et al., 2020; Malca et al., 2020). Furthermore, such programs have a positive impact on
promoting and developing new products/services by utilizing newmethods and technologies
to meet emerging market demands (Cillo et al., 2010). Perceptions of uncertainty and risk
IMR
change during experiential learning, which means that risk taking and coping with
uncertainty are not static phenomena; rather, they are dynamic processes that can be
influenced by the type and intensity of experiential knowledge (Arpiainen and Kurczewska,
2017) gathered from trade fairs and trade missions. Exporters increase their risk-taking
propensity by strengthening the business, political and community network ties (Danso et al.,
2016) developed through participating in these programs. External networks with industry
partners and governmental/quasi-governmental agencies serve as agents for social influence
and shape executives’ frames of reference, affecting which entrepreneurial policies and
practices firms adopt (Geletkanycz and Hambrick, 1997).
In addition to marketing assistance, the financial assistance provided by governmental
agencies may help entrepreneurial exporters strengthen their entrepreneurial behavior and
managerial strategic actions by financing new product development, export-related costs,
providing insurance against export risks, and upgrading production and facilities. In general,
well-developed and functioning institutions promote efficiency and encourage risk-taking
and innovation (Roxas and Chadee, 2013). Governments influence both the supply and
demand sides of entrepreneurship (Cumming et al., 2017; Verheul et al., 2002). They have a
positive effect on the quantity of entrepreneurship (Chowdhury et al., 2019), IE (Chowdhury
et al., 2015) and the quality of entrepreneurship in transforming a risk-averse culture into a
vibrant entrepreneurial risk-taking culture (Bhasin, 2007). This could be extended to
assistance provided by entities other than the government in an export setting. Based on the
preceding discussion, we postulate the following hypothesis:
H2a. The use of EPPs provided by governmental/quasi-governmental agencies has a
positive effect on a firm’s international EO.
Although nongovernmental agencies provide little financial support, the informational and
relationship building support provided by these agencies is expected to significantly affect a
firm’s EO (Dai and Si, 2018), because themoremarket-based information a firm possesses, the
more confidently it will be able to proactively engage in high-risk and high-return ventures
(Barney et al., 2011; Foss, 2011; Srivastava et al., 2001). Relationship-building support
extended by nongovernmental agencies facilitates the identification of compatible foreign
partners (Haddoud et al., 2017), which is expected to bolster firms’ EO (Barbaroux, 2014;
Courtney et al., 2017). Hence, the following hypothesis is suggested:
H2b. The use of EPPs provided by nongovernmental entities has a positive effect on a
firm’s international EO.
International EO and export performance
Entrepreneurial exporters are characterized by the EO dimensions of innovativeness, being
proactive and risk taking (Freeman et al., 2006; Karami et al., 2020; Luo and Tung, 2007;
Morrish, 2011). Innovativeness induces firms to design and launch novel products to meet
customer expectations in foreign markets; this engenders customer loyalty and helps firms
gain and bolster their shares of foreign markets (Covin and Miller, 2014; Dai et al., 2014).
These firms must be innovative in orchestrating resources to overcome their firm-specific
resource limitations (Fernandez-Mesa and Alegre, 2015; Karami et al., 2020). They can create
new strategic resources by amalgamating various internal and external resources, which will
help them develop a competitive advantage in the international marketplace (Fernandez-
Mesa and Alegre, 2015; Lisboa et al., 2011). Innovativeness also enables these firms to develop
novel, market-driven products and promotion strategies for export markets (Karami et al.,
2020; Lisboa et al., 2011) and to configure and reconfigure marketing strategies in keeping
with marketplace dynamics, such as changes in the intensity and nature of their competition.





market, resulting in superior firm performance (Fernandez-Mesa and Alegre, 2015; Karami
et al., 2020). Furthermore, the innovativeness of international EO firms enables them to
formulate and execute unique promotional campaigns that resonate with customers,
positively affecting firm performance (Fernandez-Mesa and Alegre, 2015; Karami et al., 2020;
Lisboa et al., 2011).
The proactive nature of international EO induces firms to explore new potential foreign
markets for their products, enabling them to expand their foreign market portfolio (market
breadth) and diversify the risk associated with export marketing (Acosta et al., 2018; Covin
and Miller, 2014; Karami et al., 2020; Lisboa et al., 2011). Proactive firms are constantly in
search of new market opportunities for their products, which fundamentally lessens their
reliance on a specific set of foreign markets; this augments revenue-generating potential and
reduces performance volatility (Kuivalainen et al., 2007; Lisboa et al., 2011). Similarly, the
proactive nature of international EO induces firms to exploit existing foreign markets to
further penetrate those markets and attain better market depth in the existing markets
(Fernandez-Mesa and Alegre, 2015; Karami et al., 2020; Kuivalainen et al., 2007; Lisboa et al.,
2011). Consequently, better market breadth and market depth help international EO firms
enhance the profitability of their export marketing activities (Acosta et al., 2018; Covin and
Miller, 2014; Dai et al., 2014; Lisboa et al., 2011).
Risk-taking is viewed as one of the momentous facets of EO (Fernandez-Mesa and Alegre,
2015; Kuivalainen et al., 2007; Lisboa et al., 2011). While non-entrepreneurial firms tend to
eschew risky projects, entrepreneurial firms proactively gauge the risks and returns
associated with potential business ventures. This proactive and calculated approach to
exploring business opportunities enables entrepreneurial exporters to find and enter new
foreign markets (Fernandez-Mesa and Alegre, 2015; Karami et al., 2020; Lisboa et al., 2011). In
other words, taking risks can facilitate the attainment of a first-mover advantage in some new
foreign markets, which in turn helps such firms build brand equity and gain a bigger share of
the market (Fernandez-Mesa and Alegre, 2015; Kuivalainen et al., 2007). Entrepreneurial
firms reap rewards in the form of superior financial and nonfinancial performance (Karami
et al., 2020; Kuivalainen et al., 2007; Lisboa et al., 2011). Therefore, the following hypothesis is
postulated:
H3. A firm’s international EO has a positive effect on its (a) financial and (b) product-
market export performance.
The mediating role of international EO
Resources alone are not enough to enhance firm-level performance; they must be leveraged
through capabilities (Szulanski, 1996), the transformational processes bywhich resources are
utilized and converted into an organization’s output (Dutta et al., 2005). Specifically, “the
capability-building mechanism affects economic profit only after the acquisition of resources
and can not do so if such resource acquisitions fail to materialize” (Makadok, 2001, p. 389;
emphasis in original). Sustainable competitive advantage hinges not only on the type of
resources a firm owns but also on how it integrates, configures, and transforms such
resources using the appropriate capabilities (Teece et al., 1997). The export assistance
provided by the three types of agencies is considered a resource in terms of managers’ ability
to develop capabilities in exporting, but it must be considered in the context of other
intervening variables (Sharma et al., 2018), such as EO.
We contend that resourcesmobilized via EPPs have no value if they are not integrated and
utilized through the firm’s innovativeness, proactiveness and risk-taking capabilities. EO
acts as an integration mechanism that facilitates the innovative use of resources, proactive
search for product-market opportunities, and risk-taking in investing resources in productive
outcomes. The integration mechanism inherent in EO fosters a performance advantage by
IMR
linking previously unconnected external resources (Cohen and Levinthal, 1990). More
specifically, we argue that the various resources provided by governmental/quasi-
governmental and nongovernmental agencies will positively affect firms’ international EO,
which will subsequently affect their financial and nonfinancial performance. Export
assistance prompts firms to embark on innovative initiatives to seek opportunities in new
foreign markets and renew their strategies in existing markets, thus enhancing positive
financial and nonfinancial performance. In sum, EO provides an export firm with the
ability to “reconfigure a firm’s resources and routines in the manner envisioned and
deemed appropriate by its principal decision-makers” (Zahra et al., 2006, p. 918), highlighting
the role of firms’ international EO. International EO induces firms to use resources (Chirico
et al., 2011) mobilized through EPPs in a more efficient and effective manner to enhance
performance in the international market. Therefore, the following hypotheses were
developed:
H4a. The positive relationship between governmental/quasi-governmental EPPs and (a)
financial and (b) product-market export performance is mediated by
international EO.
H4b. The positive relationship between nongovernmental EPPs and (a) financial and (b)
product-market export performance is mediated by international EO.
Research methodology
Sample
The export-oriented apparel industry of Bangladesh, the world’s second-largest apparel
export sector, was used as the research context for this study. From its initial start in the early
1980s, this industry has spawned over 4,000 export start-ups, accounts for 80% of the
country’s manufacturing exports, and has created over 3 million jobs. The companies
operating in this industry are mostly early internationalizing firms that have focused on
global markets and are particularly appropriate for testing the research framework. The
study sample was therefore drawn from all the exporting apparel firms in the country. For
the first survey 800 exporters were randomly selected from the members’ directories of the
Bangladesh Garment Manufacturers’ and Exporters’ Association. All the firms in the
industry are export start-ups that export mainly to countries in the European Union and
North America.
Data collection and screening
Data were collected in 2011 through a face-to-face survey method, mostly because the
response rate for mail surveys is relatively low in developing countries (Shamsuddoha and
Ali, 2006). This resulted in 718 completed questionnaires (a response rate of approximately
90%), 705 of which were retained after checking for missing values, outlier cases and
applying a rigorous normality test in SPSS 26 (required for structural equationmodelingwith
maximum likelihood estimation).
Given that the data were collected from a single informant in each firm, this study may
suffer from common method variance (CMV). However, efforts were made to minimize this
bias, following suggestions in prior studies (Jap, 2001; Podsakoff et al., 2003). Two statistical
tests were used to identify the possibility of CMV. First, the post hoc Harman’s one-factor test
showed that a single factor accounted for only 21% of variance, suggesting that the presence
of CMV is unlikely. Second, a marker variable was used as a technique proposed by Lindell
and Whitney (2001) to tackle CMV. We used “founder’s prior international business





unrelated to any of the constructs of this study. CMVwas found to not be a potential threat in
this study because it was non-significantly or extremely marginally correlated with the other
constructs of the study.
The unit of analysis used in this study was the firm, which is in line with our theory
because we assessed export performance at the firm rather than the export venture level with
an export function level theory (Oliveira et al., 2012). It is also common in the export
performance and export promotion literature to report firm-level performance data (e.g.
Ahmed and Brennan, 2019; Catanzaro et al., 2019; Malca et al., 2020; Nakku et al., 2020).
Measurement of variables and research instrument development
Use of government, quasi-government and nongovernment EPPs was measured using the
financial and marketing dimensions. Respondents were asked to indicate the level of
assistance they had used in the last three years on a seven-point scale (from “none” to
“substantial”). International EO was measured using scales established in the
entrepreneurship and IE literature (Knight and Cavusgil, 2004; Lumpkin and Dess, 2001).
Respondents were asked to represent their firm’s position by rating the statements on a
seven-point scale (from “strongly disagree” to “strongly agree”). As the objective of this study
is to investigate how international EO is related to export assistance and performance rather
than the unique influence of its individual dimensions, a composite of international EO was
adopted (Wales et al., 2013). Financial export performancewasmeasured using the threemost
common items in the export performance literature – export sales volume, export sales
growth and export profitability. Product-market export performance was measured by two
items – new market entry and new product introduction in export markets (Katsikeas
et al., 2000).
The structured questionnaire used for the survey was comprehensively developed using
measurement items drawn from the extant literature and a pilot study. Four academic experts
assessed the content validity of the items. The questionnaire was originally written in
English and translated into Bengali. The translation was checked by a bilingual academic
before using the standard procedure of back translation to ensure “translation equivalence”
(Van de Vijver and Leung, 1997). The questionnaire was then pretested with 15 owner-
managers and further revised based on their feedback. In addition, firm size (number of
employees), firm age and export market coverage (number of markets exporting to) were
included as control variables to better understand the relationships hypothesized in
this study.
Method of data analysis
For analytical purposes, structural equation modeling (SEM) with AMOS 26 was used. This
technique is appropriate because some of the study variables were simultaneously dependent
and independent (Hair et al., 2010). Moreover, SEM allowed us to measure the indirect and
total effects among the constructs. The structural equation model has the two following
components: (1) the measurement model, which reduces the observed variable to a smaller
number of latent factors while satisfying the validity of the measures and (2) the structural
model, which specifies the causal relationships among the latent variables.
Sample characteristics
The key informants of the survey included the founder, managing director, marketing
director, and senior marketing or export executive with sufficient knowledge of exporting
activities and managerial policies of their firm, as well as the use of governmental and
nongovernmental assistance by the firm. Among the respondents, 21% reported having up to
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5 years of industry experience, 34% reported having 6–10 years of experience, and the
remaining 45% reported having over 10 years of industry experience. Approximately 60% of
respondents had been with their current firm for up to 5 years, 29% had been there for
6–10 years, and the remaining 11% had been there for more than 10 years. In terms of export
market coverage, 25% of the firms exported to up to three international markets, 34%
exported to 4–6 markets, 20% exported to 7–9 markets, and the remaining 21% exported to
10 or more markets.
Analyses and results
Following Gerbing and Hamilton (1996), exploratory factor analysis in SPSS 26 was used
followed by confirmatory factor analysis (CFA), and SEM in AMOS 26. Several items with
low factor loadings or high cross-loadings were excluded. The remaining items were
analyzed in the CFA to verify the hypothesized factor structure and assess convergent and
discriminant validity.
Measurement model
Table 1 presents the construct measurement, CFA results and construct reliability. Table 2
shows the correlation matrix and descriptive statistics for the constructs. The factor loadings
in the measurement model were all significant and greater than 0.50 (Hatcher, 2007),
indicating convergent validity. Discriminant validity was assessed by the condition of
whether the square root of the average variance extracted (AVE) of each construct was higher
than the correlations between this and any other constructs in themodel (Fornell and Larcker,
1981). The diagonal elements of the correlation matrix in Table 2 were all greater than the
off-diagonal elements. Thus, the measurement model demonstrates adequate discriminant
validity, suggesting that the four constructs used in themodel belong to distinct and separate
entities.
Construct reliability was estimated using composite reliability (CR) and AVE. The alpha
values and CR scores of all the constructs exceeded the recommended threshold of 0.70,
indicating that the constructs had high internal reliability (Fornell and Larcker, 1981).
Excepting the AVE of export performance, the AVE coefficients were all greater than 0.50,
indicating that the items explain the variance in the constructs (Fornell and Larcker, 1981).
The AVE of export financial performance was only slightly lower, at 0.49; Hatcher (2007)
suggested that reliabilities can be acceptable even if AVE estimates are less than 0.50. Many
studies have reported lower AVE values (e.g. 0.40 in Wilden et al. (2013), for dynamic
capability; 0.47 in Kenny and Fahy (2011), for international performance). Thus, a slightly
lower value does not necessarily rule out the reliability of a construct.
Finally, the measurement model shows acceptable fit indices for the root mean square
error of approximation (RMSEA: 0.073), standardized root mean square residual (SRMR:
0.050), goodness-of-fit index (GFI: 0.932), comparative fit index (CFI: 0.912) and incremental fit
index (IFI: 0.913), which provided sufficient proof of model fit.
Structural model
SEM was used to simultaneously estimate the conceptual framework of the study using the
maximum likelihood estimation in AMOS 26. We first investigated the direct effects of EPPs
on export performance and then the mediation effects of international EO in the relationship
between EPPs and export performance. All the fit indices formodels with direct andmediated
effects exceeded theminimum cut-off value of 0.90; the RMSEAand SRMRvalueswere below
themaximum level of 0.10 (Hair et al., 2010), providing satisfactory proof of model fit (Browne





Direct effects. We examined the direct effects of EPPs on financial and product-market
performance using a four-factor structural model (Figure 1). The standardized path
coefficients revealed that both government/quasi-government and nongovernment EPPs
have a significant and positive impact on both financial and product-market performance.
This supports H1a and H1b.
Indirect effects.Themediation effect of international EOwas examined for the relationship
between government/quasi-government and nongovernment export assistance and financial
and product-market performance. The indirect effects of the exogenous variables on the
relevant endogenous variables were estimated with a 95% confidence level using the
bootstrappingmethod; this was done following Chin’s (1998) approachwith 1,000 re-samples,




Govt./Quasi-govt. EPPs 0.843 0.730
1. Financial support from government 0.891
2. Marketing support from government 0.815
3. Marketing support from exporters’ association 0.815
Nongovernment EPPs 0.750 0.500
1. Financial support from private commercial banks and insurance
companies
0.669
2. Marketing support from other institutions like export trading
companies
0.624
International EO 0.866 0.521
1. Our top managers have usually spent some time abroad to visita
2. Our top management actively seeks contact with suppliers
or clients in international markets
0.745
3. Our top management regularly monitors the trend of export
marketsa
4. Our top management focuses more on opportunities than risks
abroad
0.779
5. Our top management believes that, owing to the nature of the
international business environment, it is best to explore
opportunities abroad gradually via cautious, incremental steps
0.769
6. Our top managers have a shared vision toward the risks of foreign
markets
0.677
7.When confronted with international decision-making situations, we
typically adopt a cautious, wait-and-see posture to minimize the
chance of making costly mistakesa
8. We are willing to try new ways of doing things and seek unusual,
novel solutions
0.756
9. We constantly search for new overseas customersa
10. We always try to serve our existing/new overseas customers with
new products/service offerings
0.587
Export financial performance 0.734 0.490
1. Export sales volume 0.737
2. Export sales growth 0.799
3. Export profitability 0.526
Product-market performance 0.72 0.560
1. New market entry 0.672
2. New product introduction 0.818
Note(s): aIndicates item that was dropped in the exploratory stage due to poor factor loadings; bAll
standardized coefficient loadings are significant at p < 0.01







presented in the mediation model in Table 4, which includes international EO as a mediator.
Government/quasi-government EPPs were not significantly related to international EO, so
H2a was rejected. Nongovernment EPPs were significantly and positively related to
international EO, supporting H2b. Finally, the relationships between international EO and
financial and product-market performance were positively significant, supporting H3(a, b).
Nongovernmental EPPs had a significant positive indirect effect on export financial and
product-market performance through international EO (βs 5 0.165, p < 0.05 and 0.343,
p < 0.01, respectively), in addition to the significant positive direct effect mentioned above.
Variables (1) (2) (3) (4) (5) (6) (7) (8)
(1) Govt./quasi-govt. EPPs 0.854
(2) Non-govt. EPPs 0.465 0.707
(3) International EO 0.135 0.270 0.722
(4) Financial performance 0.265 0.294 0.460 0.700
(5) Product-market performance 0.344 0.351 0.373 0.750
(6) Firm age 0.241 0.244 0.201 0.372 0.331 –
(7) Firm size 0.265 0.231 0.256 0.417 0.365 0.430 –
(8) Market coverage 0.214 0.231 0.235 0.322 0.312 0.212 0.132 –
Mean 4.121 5.01 5.173 4.991 4.4 3.01 7.6 4.0
SD 1.800 1.293 0.971 1.012 1.20 0.81 0.80 1.12
Note(s): (1) Correlations greater than 0.13 are significant at the 0.05 level. Correlations greater than 0.17 are
significant at the 0.01 level; (2) Diagonal is the square root of the average variance extracted (AVE)




Root mean square error of approximation (RMSEA) 0.084 0.060
Standardized root mean square residual (SRMR) 0.060 0.045
Goodness-of-fit index (GFI) 0.920 0.926
Comparative fit index (CFI) 0.926 0.905





















(Survey 1) Fit statistics










This is in line with hypothesis H4b(a, b). However, no indirect association between
governmental/quasi-governmental EPPs and export financial and product-market
performance was observed, which means that H4a(a, b) was not supported; thus, the
relation between governmental/quasi-governmental EPPs and export performance is only
direct. Surprisingly, despite the positive direct effect of government/quasi-government EPPs
on export financial performance, the total effect is nonsignificant because of the negative (but
nonsignificant) indirect effect of government/quasi-government EPPs on financial
performance. In the case of product-market performance, although the direct and total
effects were significant, the latter was lower than the direct effect due to a negative (but
nonsignificant) indirect effect. Figure 2 shows the direct and mediated effects from the
mediation effect model. Regarding control variables, the results show that firm size and
market coverage had a significant impact on financial performance (βs 5 0.168 and 0.214,
p < 0.05 respectively), but firm age did not have a significant impact on either of the
performance indicators.
Hypothesis Path Direct effect
H1a(a)þ Govt/quasi-govt. EPPs →Financial performance 0.111*
H1a(b)þ Govt/quasi-govt. EPPs → Product-market performance 0.274*
H1b(a)þ Non-govt. EPPs → Financial performance 0.164*
H1b(b)þ Non-govt. EPPs → Product-market performance 0.148*
H2a Govt/quasi-govt. EPPs → International EO 0.051 (ns) Not supported
H2b Non-govt. EPPs → International EO 0.395*** Supported
H3(a) International EO→ Financial performance 0.429*** Supported
H3(b) International EO→ Product-market performance 0.388*** Supported
Note(s): þThese hypotheses are already supported in the direct effect model (Figure 1)
* 5 p < 0.05; ** 5 p < 0.01; *** 5 p < 0.001































Finally, as an additional robustness check, we conducted a multigroup analysis by AMOS
comparing the market coverage of the firms from Survey 1. The dataset was divided into
two groups according to the number of markets served: Group 1 (1–6 markets: 385) and
Group 2 (≥7 markets: 262). The analysis showed no significant differences between the
groups.
Follow-up survey. In 2019, we administered a follow-up survey to exporters in multiple
industries, including apparel, software and pharmaceuticals. This second survey was
administered mainly for two reasons: first, to enhance the generalizability of our original
findings by surveying in a multi-industry setting; and second, to further explore the
counterintuitive finding that governmental/quasi-governmental export assistance has no
effect on international EO. Recently, Ahmed et al. (2014) showed that effective industrial
policies can be pursued in contexts with weak governance, widespread corruption, and
competitive clientelism, as evidenced by the role of exporters’ associations in Bangladesh.
Ahmed et al. (2014) reported that particular political settlements between the government
and the quasi-government exporters’ associations in Bangladesh has created a
paradoxically viable environment in which the apparel sector has grown and corruption
is not unpredictable, and thus does not hamper growth. Therefore, we assumed that while
corruption and bribery may not have negatively influenced export growth and
performance, they must have affected the entrepreneurial behaviors of exporters,
making room for opportunistic behaviors. This compelled us to separate quasi-
government EPPs from government EPPs to single out their individual and differential
impacts as opposed to their combined effects, which were evaluated in Survey 1. We
classified EPPs into three categories—the informational, financial, and experiential (see
definition in Table 5) aid received from the three different groups. Using random sampling
and in-person surveys, we received 198 responses from 500 firms, comprising an effective
response rate of 40%. The constructs and items of the questionnaire (along with their
sources) are presented in Table 5.
To reduce model complexity, we simplified the multidimensional international EO
construct by creating a single indicant after averaging the items, as done by other researchers
in the field (e.g. Sundqvist et al., 2012). Export performance was measured using eight items
related to market performance. We used a similar approach and procedure to analyze data
using AMOS 26, as reported earlier. The validity and reliability of the constructs are
delineated in Tables 5 and 6. The correlations and descriptive statistics are presented in
Table 7. Both the direct and mediation effect structural models showed satisfactory model fit
(Table 8). The results of the direct effect model are depicted in Figure 3, and the direct and








H4a(a) Govt/quasi-govt EPPs →
international EO → financial
performance
0.111* 0.022 (ns) 0.089 (ns) No
mediation
H4a(b) Govt/quasi-govt EPPs →
international EO → product-market
performance
0.274* 0.020 (ns) 0.250* No
mediation
H4b(a) Non-govt. EPPs → international EO
→ financial performance
0.164* 0.165* 0.329*** Partial
mediation
H4b(b) Non-govt. EPPs → international EO
→ product-market performance
0.148* 0.343** 0.491*** Partial
mediation












Use of EPPs: How would you rate the export assistance and support in
terms of experiential, informational and financial* aid received from the
following in last 3 years?
Govt. EPPs (from govt agencies, govt. owned banks, other govt
institutes) (1 5 none . . . . . . 7 5 substantial)
0.826 0.616
1. Export financial assistance 0.790
2. Export experiential assistance 0.876
3. Export informational assistance 0.675
Quasi-govt. EPPs (exporters’ associations) (1 5 none . . . . . .
7 5 substantial)
0.88 0.711
1. Export financial assistance 0.870
2. Export experiential assistance 0.875
3. Export informational assistance 0.781
Non-govt. EPPs (from private commercial banks, insurance companies,
distributors, customers/clients, export trading companies/
intermediaries) (1 5 none . . . . . . 7 5 substantial)
0.855 0.66
1. Export financial assistance 0.884
2. Export experiential assistance 0.737
3. Export informational assistance 0.816
Proactiveness (Kuivalainen et al., 2007; Wang, 2008) (1 5 strongly
disagree . . . . . . 7 5 strongly agree)
0.85 0.65
1.We seek to exploit anticipated changes in our exportmarket ahead of
our rivals
0.771
2. We act opportunistically to shape the export environment in which
we operate
0.801
3. We consistently try to position ourselves to meet emerging export
market demands
0.843
Risk taking (Jambulingam et al., 2005; Wang, 2008) (1 5 strongly
disagree . . . . . . 7 5 strongly agree)
0.78 0.48
4. Top export managers of our company, in general, tend to invest in
high-risk export projects
0.668
5. This company shows a great deal of tolerance for high-risk export
projects
0.623
6. Our export strategy is characterized by a strong tendency to take
risks
0.750
7. Taking chances is part of our export business strategy 0.724
Innovativeness (Jambulingam et al., 2005) (15 strongly disagree . . . . . .
7 5 strongly agree)
0.82 0.48
8. Our company is known as an innovator among businesses in our
industry
0.698
9. We promote new, innovative product/services in our company 0.726
10. Our company provides leadership in developing new products/
services
0.673
11. Our company is constantly experimenting with new products/
services
0.672
12. We have built a reputation for being the best in our industry to
develop new methods and technologies
0.676
Market performance (Leonidou et al., 2011) (1 5 strongly disagree . . .
. . . 7 5 strongly agree)
0.912 0.566
1. Satisfaction with acquiring new export customers 0.690
2. Satisfaction with new export market entry 0.762













4. Satisfaction with providing superb value to export customers 0.795
5. Satisfaction with retaining valued export customers 0.769
6. Satisfaction with company reputation among export customers 0.800
7. Satisfaction with export customers’ satisfaction 0.746
8. Satisfaction with delivering exactly what export customers want 0.738
Note(s): aIndicates item that was dropped in the exploratory stage due to poor factor loadings; bAll
standardized coefficient loadings are significant at p < 0.01
CR 5 Composite reliability; AVE 5 Average variance extracted
*(i) Informational assistance: is general in nature and available in print form from government agencies,
embassies, or trade missions, exporters’ associations, etc. Includes workshops and training related to foreign
market opportunities and customer information
(ii) Experiential assistance: is achieved through personal contact through mediation of government or
nongovernment entity-supported or sponsored trade fair, trade mission
(iii) Financial assistance: is provided in the form of funds transferring facility, export credit guarantees, and
export loans at preferential rates Table 6.
Variables (1) (2) (3) (4) (5) (6) (7)
(1) Govt. EPPs 0.785
(2) Quasi-govt. EPPs 0.440 0.84
(3) Non-govt. EPPs 0.476 0.487 0.81
(4) EO 0.271 0.147 0.338 –
(5) Market performance 0.226 0.140 0.343 0.448 0.75
(6) Age 0.227 0.241 0.251 0.122 0.067 –
(7) Size 0.347 0.277 0.271 0.242 0.132 0.536 –
(8) Industry 0.061 0.047 0.128 0.040 0.034 0.240 0.154
Mean 4.5 4.56 5.04 5.15 5.56 2.91 6.6
SD 1.40 1.45 1.37 1.012 1.02 0.77 2.13
Note(s): (1) Correlations greater than 0.13 are significant at the 0.05 level. Correlations greater than 0.17 are
significant at the 0.01 level; (2) Diagonal is the square root of the average variance extracted (AVE)




Root mean square error of approximation (RMSEA) 0.078 0.067
Standardized root mean square residual (SRMR) 0.049 0.048
Goodness-of-fit index (GFI) 0.830 0.850
Comparative fit index (CFI) 0.912 0.917






(Survey 2) Fit statistics







The results of survey 2 were akin to those of survey 1, supporting the robustness of the study
findings. The relationships between EPPs from the three different groups and market
performance were positive and significant (H1). After we introduced the mediator
(international EO) to the structural model, we found government and nongovernment
EPPs to be positively and significantly related to international EO but quasi-government
EPPs to be negatively and significantly related to EO. Thus, the results from survey 2
confirmed that, after singling out quasi-government EPPs from government EPPs (as
opposed to what we combined in survey 1), the direct effect of government EPPs on EO was
positively significant, while it was negatively significant for quasi-government EPPs (as
opposed to a combined negative nonsignificant effect in survey 1). As for direct effects, EO
strongly and positively influenced market performance, supporting H3.
Government EPPs had both direct and indirect positive significant effects on market
performance, indicating a partial mediation, whereas quasi-government assistance had
positive significant direct effects and negative but nonsignificant indirect effects, ultimately
reducing the total effects. Again, as in survey 1, nongovernment EPPs in survey 2 had both
direct and indirect significant effects on international performance, indicating a partial
mediation. Out of three control variables (firm age, size and industry), only firm size had a












Note(s): *** = p < 0.001 (Survey 2)
Variables Type of effects
International EO Market performance
Beta c.r Beta c.r
Govt. EPPs DE 0.287* 3.278 0.217* 1.634
IE – – 0.237* 1.550
TE – – 0.455* 1.653
Quasi-govt. EPPs DE 0.285* 3.263 0.382* 1.512
IE – 0.171n.s 1.02
TE – 0.211* 2.460
Non-govt. EPPs DE 0.358* 4.952 0.264* 2.777
IE – – 0.288* 3.260
TE – – 0.552* 3.494
InternationalEO DE – – 0.375* 3.952
IE – – – –
TE – – – –
Note(s): *p < 0.05













This study highlights the importance of export entrepreneurship in achieving the
performance benefits of EPPs. Governmental/quasi-governmental and non-national EPPs
were differentiated, and they were found to lead to differing outcomes with respect to export
performance and international EO.While the positive effect of (quasi-)governmental EPPs on
firms’ export performance lends support to the extant literature (Leonidou et al., 2011; Riddle
and Gillespie, 2003), the positive impact of nongovernmental EPPs on performance is a new
contribution of this study and supports our nuanced approach of testing it separately. This
emphasizes the prominent role of nongovernmental institutions in the development of the
industry (Seringhaus and Rosson, 1990) and the export of SMEs (Peng and Ilinitch, 1998).
The positive significant relationship between international EO and export performance
lends support to prior EO studies in an export context (Acosta et al., 2018; Karami and Tang,
2019) and confirms that EO significantly contributes to export performance. However, when
we interpret the effect of nongovernment assistance on EO and its effect on export
performance, it suggests that international EO alone is not sufficient to guarantee the export
performance (Walter et al., 2006) without nongovernmental assistance. Reported significant
positive direct and indirect impacts of nongovernmental EPPs on export performance
suggest that the resources mobilized from external nongovernmental sources can foster
performance both directly and partially mediated by EO (Ireland et al., 2003).
Finally, although the unexpected negative (but nonsignificant) relationship between
(quasi-)governmental EPPs and international EO (survey 1) was surprising from the outset,
in survey 2 we found that this happened because of the combined effects of national and
quasi-national EPPs. After separating the effects of national and quasi-national EPPs in
survey 2, we observed the negative significant effects of quasi-governmental assistance on
EO and the positive significant effects of governmental EPPs. This negative impact of
assistance provided by quasi-national exporters’ associations can be attributed to the strong
influential role and power politics of exporters’ associations in Bangladesh that may have
hampered entrepreneurial initiatives of some exporting firms. Since the country’s transition
from competitive authoritarianism to competitive clientelism in the early 1990s, successive
democratically elected governments have relinquished more and more authority to apparel
exporters’ associations (Ahmed et al., 2014). The government’s delegation of the authority to
these associations streamlined the process for apparel manufacturers to acquire imported
raw materials and technology. Being members of the Parliament and/or having control over
mass media, manymembers of these associations increasingly influence government policies
to regulate and administer exports as the members of high-level government committees and
through lobbying (Transparency International, 2016).
Implications for researchers
This study offers some important implications for export assistance researchers. First,
including international EO in the export assistance–performance literature gives researchers
an opportunity to focus on a much wider management framework, consisting of traditional
management terminology and such variables as strategy, performance and organizational
structure (Wiklund, 1999). This is the novelty of the study, which highlights the importance of
entrepreneurial aspects in the export assistance–export performance relationship. Second,
this study is one of only a few that have investigated the indirect relationship between export
assistance and performance to validate past findings for generalization. More generally, it
contributes to the incomplete understanding of the process (“black box”) through which
resources influence performance (Miao et al., 2017). Third, investigating the export
entrepreneurial aspects and export assistance in the context of an emerging economy





filling this gap. Finally, the incorporation of the institutional framework in the export
performance literature contributes to the understanding of the impact of the incentives
embodied in institutional arrangement (North, 1990) and how the institutional context
promotes or inhibits entrepreneurship (Veciana and Urbano, 2008). Our special contribution
in this regard is the investigation of the impact of EPPs from three different types of
institutional sources, which has not been investigated before.
The negative impact of quasi-governmental assistance on international EO suggests that
antecedent variables widely accepted as beneficial may in fact be harmful. Our results open
the unique institutional arrangements of emerging and developing countries for researchers
to revise existing theoretical frameworks to accommodate such institutional peculiarity. The
prevailing corruption in developing countries in particular may have negated some of the
positive effects of assistance on international EO and performance. Corruption in these
countries may play a dual role, serving as both “grease” and “sand” for IE (Chowdhury et al.,
2015). Duty exemptions and refunds for imports for exporters in Vietnam are arbitrary and
are sometimes subject to corruption and the unofficial taxation of exporters (Martin et al.,
2003); Cambodia’s corruption and bureaucratic systems also disfavor apparel exporters
(Tang, 2016). However, how exporters manipulate bureaucratic systems and expose
themselves to corruption and bribery can constitute an important research agenda.
Corruption is also common in other developing countries, and future research could
investigate such practices in such countries involved in international business. Otherwise,
theoretical assumptions originating from developed Western countries will fall short of
validation in emerging and developing nations. For example, Malca et al. (2020) and Quaye
et al. (2017) investigated the influence of several EPPs provided by the governments of Peru
and Ghana, and reported a simplified positive relationship. The results of the present study
demonstrate the significance of including business associations (quasi-governmental) and
nongovernment entities as export assistance providers in evaluating their influence in a
country with rampant corruption and politically influential business associations
(Kraus, 2002).
Overall, it seems that research in the export assistance field has solely considered the
EPPs sponsored by government, providing an overarching positive view of such assistance;
this was demonstrated in Coudounaris’s (2018) meta-analysis, in which all these models were
described as purely “economic.” Coudounaris (2018) called for the inclusion of sociological
models involving trust relationships between partners. Our model and findings also require
researchers to include political models because business associations, including exporters’
associations, constitute a more significant political entity in developing economies
(Laothamatas, 2019) and may define the boundary of business–state relationships. In their
theoretical paper, Gillespie and Riddle (2004) emphasized the powerful civic and political role
of business associations in the Cambodian cut-flower export industry, established in 1970.
Although Lucas (1997) stated that business associations cannot independently transform a
corrupt system and are less susceptible to rent-seeking, our results indicate that the opposite
is true today in developing countries such as Bangladesh.
Implications for managers and policymakers
Implications for managers
This study offers some important implications for entrepreneurs and managers of exporting
firms in developing economies. The results suggest that exporters can improve export
performance through EPPs from all three types of providers. However, to improve export
entrepreneurship, it would not be wise to rely too much on EPPs provided by quasi-national
exporters’ associations due to their negative effect on international EO. Export managers
must be cognizant of the delicate process through which EPPs by different providers create
IMR
an enhanced performance (dis)advantage with the mediation of international EO. For
example, managers can achieve enhanced international performance benefits from
government and non-government EPPs through EO, which ultimately turn into
performance disadvantage in the presence of quasi-government EPPs if mediated by EO.
The combined results of these three types of assistance also imply that exporters would be
prudent to balance these EPPs, as they mitigate the negative influence of quasi-government
assistance on export entrepreneurship via their close collaboration with external partners
and mobilizing resources from government and private providers. Exporters should thus
focus on their internal entrepreneurial capabilities and mobilize external resources from
government and nongovernmental network partners to build trustworthy, sustainable
relationships (Saleh et al., 2014) while simultaneously capitalizing on quasi-governmental
assistance to promote better export performance. Although this ambidextrous focus on
different assistance providers requires more resources on part of exporters, it may enable a
balance between entrepreneurial and export performance objectives. Our findings also
reinforce the idea that the development of international EO in firms should be supported.
While owner-managers’ sociocultural characteristics, including education and experience,
influence firms’ EO (Altinay and Wang, 2011), an organization-wide EO towards foreign
markets may be further reinforced by employing managers with prior experience and a
global vision (Faroque et al., 2020).
This study also provides important and unique implications for the managers of
importing firms, mostly from developed Western countries. This research highlights the
corrupt practices and power politics of quasi-government exporters’ associations in those
developing nations that are making strides in the world export market. Most importers from
developed countries maintain a close relationship with exporters’ associations in developing
countries, and our research cautions them about dealing with exporters and quasi-
government agencies in developing countries. While these importers always strive to force
exporters to abide by labor laws, maintain a healthy work environment and pay adequate
wages, they may find these agencies and their members avoid such compliance. These quasi-
government agencies are the main stakeholders and the main entities the importers must
negotiate with in terms of compliance.
Implications for policymakers and society
This study offers some guidelines for public policymakers involved in promoting export
entrepreneurship and performance. Lefebvre et al. (2003) suggested that governmental
assistance programs target the most powerful determinants of export performance. In this
study, international EO appears to be the most influential factor for achieving export
performance. Based on Lefebvre et al.’s (2003) suggestion and because international EO
appears to be the “surrogate” mediator in the export assistance–export performance
relationship, governmental bodies could evaluate the magnitude of international EO of
exporters based on proactiveness, innovativeness and risk-taking behavior. They could also
extend more support to entrepreneurial firms, thereby acknowledging that these firms
benefit more from export assistance in the form of export performance. Leonidou et al. (2015),
among others, pointed out that one area in EPP services focused on suchmotivational aspects
as “how to motivate firms to embark on exporting.” However, it must be noted that the
government must first implement an efficient and transparent method of measuring
exporters’ international EO. Failing to do so could exacerbate the corruption and
discrimination already rampant in most developing countries, including Bangladesh.
While international EO is strongly and positively associated with national and non-
national EPPs, its relationship to quasi-government EPPs is negatively significant
(confirmed in survey 2). This suggests that quasi-national institutes have failed to





array of export assistance programs they have in place for exporters, implying that these
agencies’ focus is no longer the entrepreneurial outcomes of exporters but now export growth
and market performance. Given that a unilateral focus on export performance is hurting
exporters’ entrepreneurial performance, the government should exert influence on the
exporters’ associations to reorient their focus onEO. Thiswould encourage entrepreneurship,
higher value addition and innovative performance. Government agencies must also curb the
power of exporters’ associations as pseudo-ministries.
Government agencies and exporters’ associations do not seem to have adequate
mechanisms to detect opportunistic behavior and practices within the industry. The
government should restructure existing financial assistance programs by reducing the
emphasis on cash incentives, income tax rebates and duty-free imports of raw materials. Led
by exporters’ associations, these schemes promote corruption and bribery in the industry.
Corrupt practices are now damaging the entire value chain and becoming entrenched.
Apparel buyers use a variety of strategies to cancel orders, including imposing new
compliance conditions on suppliers, manipulating compliance reports and making false
allegations about product quality. They are also known to cancel orders at will to effectively
blackmail exporters into offering discounts on goods (Transparency International
Bangladesh, 2013). This has implications for the whole value chain. To respond to
changing market conditions and become competitive, the governments of emerging markets
could learn from developed countries with regard to revising export promotion policies
(Janssen and Helbig, 2018). Finally, the findings of this study have some societal implications,
in that export assistance from different providers helps bolster the foreign currency reserve
and plays a pivotal role in creating jobs in local economies, which can positively affect the
standard of living in emerging economies.
Limitations and future research
This study focuses mostly on a particular industry: Although survey 2 covers multiple
industries, the sample is still dominated by apparel exporters. Across industries there is a
natural variance in export strategy and performance, as well as regional/location variation
depending on country relations. Future research should investigate the impact of export
assistance on the venture level to highlight the role of strategy and regional focus across
ventures.
Due to cultural, legal and political differences, philosophies about export promotion may
vary across countries (Cavusgil and Yeoh, 1994), so our results should be interpreted with
caution. However, the proposed model can be replicated in other emerging economies that
aspire to excel in the apparel and other global industries.
The characteristics of owner-managers (e.g. prior industry or managerial experience) may
determine the search for and use of assistance programs (Faroque et al., 2021b); these
characteristics were not included in this study. Future studies should examine how exporters’
innovation and marketing capability affect the relationships between the hypothesized focal
variables. Furthermore, firms at different stages of internationalization could have different
needs for assistance in terms of their international EO, and different assistance programsmay
influence them in distinct ways. The impact of different export assistance programs on
different dimensions of international EO, including competitive aggressiveness and
autonomy (as suggested by Lumpkin and Dess, 1996), should be investigated to advance
the research in this area. Other strategic orientations, such as market orientation and
technological orientation, could also be included to elucidate the impacts on and of export
assistance. Including the corruption index and its influence on the use of export assistance to
promote or inhibit international EO in a cross-country sample can also bring new insights to
this field of research. EPPs alleviate institutional voids in emerging countries by providing
IMR
market-specific information while exporters target these countries (Dominguez, 2018; Onuklu
et al., 2021). However, how local formal and informal institutional voids influence the
effectiveness of EPPs may constitute interesting future research. In the presence of formal
institutional voids, such informal institutions as NGOs and cooperatives can provide
important aid to exporters (Onuklu et al., 2021; Teegen, 2003). Given that market change is a
core environmental feature of internationalization (Faroque et al., 2021a), future research could
also investigate how relationships between EPPs, entrepreneurship and performance emerge
in a rapidly changing market environment. Finally, future studies should adopt a much more
nuanced approach by differentiating three kinds of resources (financial, relational and
informational) to disentangle the relative contribution of each type to export performance.
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